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[bookmark: _30j0zll]Key information 
	Category
	Description

	Agreement ID
	RM6157

	Agreement name
	Building Materials & Equipment 

	Agreement duration
	4 years

	Start date
	27 July 2021

	End date
	[bookmark: _GoBack]26 Jan 2026 ( 6 months extension from the original date 26 July 2025 ) 

	Maximum contract length
	There is no maximum contract length. However, CCS recommends that a contract should not exceed 4 years beyond agreement expiry

	Scope of the agreement
	Covers a wide range of building materials and equipment, including plumbing and heating, electrical products, domestic kitchens, paints and solvents, flooring, tools, plant, and protective wear

	Buying options 
	Competitive award or direct award

	Can be used by
	All public sector devolved administrations and third party entities. You can access the full list of authorised customers in Contracts Finder

	Contract notice
	Find a Tender Notice

	Contact details
	info@crowncommercial.gov.uk 
0345 410 2222



[bookmark: _1fob9te]Agreement scope and suppliers 
This agreement is one of four that form the CCS integrated strategy for construction, along with:
RM6165, Construction Professional Services 
RM6014, Modular Buildings 
RM6088, Construction works and Associated Services 
[bookmark: _m51gfzfs6bka]Goods and services 
The goods and services you can buy through this agreement have been divided into 9 lots. See below for more information on each of these lots. For more detailed information relation to the scope of the framework you may wish to refer to:

· The framework specifications which can be found in the documents tab of the webpage.

	Lot 
	Lot Name

	1
	Heavy building materials and one stop shop

	2
	Plumbing, heating and bathrooms

	3
	Electrical products

	4
	Paints and solvents

	5
	Flooring

	6
	Kitchens (Domestic)

	7
	Personal protective equipment (workwear, general and specialist)

	8
	Building and construction tools and equipment - purchase

	9
	Building and construction tools and equipment - hire



[bookmark: _2et92p0]Suppliers
There are 36 suppliers on this agreement, divided between the Lots. You can find a list of suppliers under ‘Products and Suppliers’ on the Building Materials and Equipment webpage on the CCS Website. 
[bookmark: _tyjcwt]Pricing
Once you have registered as an additional client you can get pricing information by sending an email to info@crowncommercial.gov.uk. Quote RM6157 in the subject/title, and state which lots you want pricing for. The prices given do not include VAT. The framework prices are the maximum prices that the supplier can charge and are the set prices for a Direct Award.

The earliest date for inflationary increases to the framework prices will be 12 months after award of each Lot (this will be July 2022). Any subsequent increase to the framework prices shall be annually after this date.

Inflationary rate increases will be in line with in the Consumer Price Index published for the twelve (12) months ended on the month immediately preceding the relevant Indexation Adjustment Date.


[bookmark: _3dy6vkm]How to buy  
This list shows a step-by-step process of how to buy from this agreement. 
	[bookmark: _amk6p21jh2j]Step
	Instruction
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	[bookmark: _5rxuqrip36gj]Access agreement
Register to agreement platforms
Check your sourcing tool
	

	[image: Number Two ]
	[bookmark: _okf7ajvt148t]Engage with suppliers
Conduct pre-market engagement 
	

	[image: Number Three]
	[bookmark: _ap9ly1fj2fs2]Create specification and assessment criteria 
Define your requirements
Design an evaluation approach
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	[bookmark: _nfn75enbm0gq]Decide how to select your supplier
When to run competitive award (option A)
When to use direct award (option B)
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	[bookmark: _xpsck39b2654]Option A: Competitive Award 
Shortlist suppliers 
Invite suppliers to bid 
Review proposals and evaluate suppliers 
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	[bookmark: _e0y2xdc0dp1]Option B: Direct award 
Select your supplier 
Get approval
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	[bookmark: _gi6mboq5f5j8]Communicate outcomes 
Notify your suppliers 
Publish your decision 
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	[bookmark: _cogpt3zc8g2l]Complete your contract
Choose contract form
	



1. [bookmark: _1t3h5sf]Access the agreement  
Before using this agreement, you should ensure that you have applied for and received the necessary budget approval and agreed your procurement strategy with your internal teams. This includes thinking about what your requirements are, so you can obtain valuable insight from suppliers during market engagement. 
See section ‘Create specification and assessment criteria’ for more information on what you should be considering when drafting your requirements. 
To access this agreement, you will need to register with CCS. See below more information on how to do this. 
[bookmark: _4d34og8]Register to agreement platforms
To access this agreement, you need to register with CCS as a Framework Alliance Member (Additional Client). You can do this by completing the Registration Document. Once you have completed this document, you need to send it to CCS at info@crowncommercial.gov.uk. 
After Registration and once you are ready to procure you will need to complete an ACUA. The ACUA document can be downloaded from the documents tab of our webpage.
Once we have processed your ACUA form we will provide you with a unique reference number for each individual procurement project. Please ensure that all procurement documentation contains this reference number.
With your permission, we will also share details of your requirement with other alliance members, both customers and suppliers, to encourage collaboration, shared learning and to provide the framework suppliers with as much notice as possible about your requirement. More details can be found on the ACUA form.
Please visit our webpage at; https://www.crowncommercial.gov.uk/agreements/RM6157
for more information about the framework agreement, including the specification and the Building Materials and Equipment Framework Alliance Contract.


[bookmark: _870qy7bn3658]The Knowledge Hub 
When you have registered as an alliance member you can join the Buildings Materials and Equipment agreement Knowledge Hub collaborative forum. Here you can find: 
access to the Alliance Members area which holds additional guidance and support in the form of webinars and template documents 
access to Alliance Members shared learning materials 
access to CCS’s customer pipeline of work to encourage member collaboration and learning
CCS recommends that members of your organisation with a commercial interest, such as business development or framework management, should join initially. To access the Building Materials and Equipment group page, you should follow these steps: 
Use this link to the Knowledge Hub site to sign up to the platform by entering your information.
When you have signed up and your Framework Alliance membership has been approved, you can create your individual profile. 
When this is completed, you can follow the Groups tab at the top of the webpage, which will open a free-text search box. Use this to search for the agreement name, Building Materials and Equipment.
If you have been registered to become an additional client, you should just request access to join the group on the Knowledge Hub, by clicking the ‘Request to Join’ button. If you haven’t yet registered, go to the previous section of this guide. 
Your membership will then be authorised by CCS, and you will be able to access the group. 
[bookmark: _2s8eyo1]Check your sourcing tool 
To communicate with suppliers and run the buying process, you will need to use email, or a sourcing tool. This can be your organisation’s sourcing tool, or CCS’s eSourcing tool. To use this tool, you need to complete the eSourcing registration form. You can find more information about this tool in the eSourcing buyer guide. 
You should also check whether the value of your purchase is over the threshold indicated on Public Contracts Regulations 2015 transparency requirements. If it does, you will need to publish the contract information on Find a Tender (FTS). You should also check whether you need to publish these notices on Contracts Finder, Public Contracts Scotland, Sell2Wales and eTendersNI. 
Some sourcing tools communicate directly to FTS. Check whether your current sourcing tool is on the list of eSenders. If it is not on the list, you are recommended to contact the provider of your tool for an update, and to register on FTS. 
2. [bookmark: _17dp8vu]Engage with suppliers 
Pre-market engagement (PME) allows you to informally gather information to help shape your procurement process. You can also use PME to gather ideas on new products and services and understand if there are market developments that influence your requirements.
[bookmark: _3rdcrjn]Conduct pre-market engagement
The main way you can gather market information is by issuing a Request for Information (RFI) to your suppliers. You can do this through your own procurement tool or use the CCS eSourcing tool. You can also run a ‘Meet the Buyer’ event or ask for an Expression of Interest (EOI) to gauge supplier interest. Remember that you should keep a record of all pre-market engagement activities. 
3. [bookmark: _26in1rg]Create specification and assessment criteria
A specification is also known as a ‘statement of requirements’. This is a description of the goods and services the supplier will provide during the contract. To evaluate how different suppliers will deliver against your specification, you will need to develop assessment criteria. Assessment criteria are usually divided into quality and price. 
[bookmark: _lnxbz9]Define your requirements
Your specification is essential for communicating to your suppliers what you need, ensuring a successful purchase. See CCS’s guide on ‘How to write a specification’ for advice on how to best face this task. In this agreement this might be called a ‘Project Brief’.
[bookmark: _35nkun2]Design an evaluation approach
Once you have defined your requirements, you have to decide how you will evaluate suppliers against these. To do this, you have to assess the quality and price of each of their offers. 
Below are some examples of potential criteria within ‘price’ and ‘quality’, and the weightings you can give to each of these categories. These weightings could vary depending on whether you are using a further competition or a direct award. 
[bookmark: _1ksv4uv]Quality criteria
To evaluate quality, you can consider: 
approach to delivery of the services/methodology, including the strategies, expertise, methods, materials, and procedures in the proposal
technical merit, including the competence, skills, and experience of the management, professional, and technical personnel proposed for the project
ways of working, including the proposed management systems and methods, project management tools, softwares, touchpoints, etc. 
social value (according to PPN 06/20 it should account for a minimum of 10% of award criteria in central government tenders)
[bookmark: _44sinio]Price criteria
To evaluate price you can consider: 
time and materials, including all costs over the duration of the contract including fixed capital costs, variable tender costs and special adjustments during the contract period, and maintenance and operating costs
[bookmark: _2jxsxqh]Weightings
These are the weightings for lot 1 of this agreement.
	Evaluation criteria
	Further competition weighting
	Direct award weighting

	Quality 
	Between 30% and 90%. 
	0%


	Price
	Between 10% and 70%
	100%



These are the weightings for lots 2-9 of this agreement. 
	Evaluation criteria
	Further competition weighting
	Direct award weighting

	Quality 
	Between 10% and 70%. 
	0%


	Price
	Between 30% and 90%
	100%



4. [bookmark: _z337ya]Decide how to select your supplier
When buying through this agreement, you can conduct a further competition between available suppliers, or award the contract directly to a specific supplier. See below more information to guide your decision and make sure you use the agreement in a compliant way.  
[bookmark: _3j2qqm3]When to run a Competitive Award  
Further competition / competitive award is usually the best route to market for high-value goods and services. It is a thorough, open, and fair method to find the best price for your requirements. It is also suited for bundled commodity items where you might expect a discount from the maximum framework price because of the volume of items you are purchasing. CCS recommends running a competitive award for most contracts.
[bookmark: _1y810tw]When to use direct award 
Direct award is usually the best route to market for low value, urgent requirements, and for low value commodity goods. Remember that you can still engage with suppliers prior to using a direct award. Please note that CCS always encourages you to seek your own legal advice if required and cannot advise on specifics.
5. [bookmark: _4i7ojhp]Option A: Competitive Award  
Once you have engaged with suppliers, defined your requirements, and designed your evaluation approach you can conduct a competitive award or use a direct award. If you chose to conduct a competitive award, see below more information on how to do this. 
[bookmark: _2xcytpi]Shortlist suppliers
You can use an Expression of Interest (EOI) to produce a supplier shortlist. The EOI may contain the following details, but is not limited to: 
scope
scale 
timescales 
incumbent supplier 
grades 
payment terms 
capacity 
budget 
Please see the link to the EOI Template 
[bookmark: _1ci93xb]Invite suppliers to bid 
Before you invite your suppliers to bid, prepare all the documents you need, including:
Invitation to Tender (ITT): a formal procurement document which invites suppliers to bid for the contract. This document should include a timetable, instructions for suppliers on how to ask questions and submit a bid, your specification, and your assessment criteria. 
Draft contract: a draft version of the ‘Project Contract’. See section on Complete your contract for more information on how to do this. 
Once you have prepared these documents, invite suppliers to bid. You can do this by sending them an email, or through your chosen sourcing tool. This can be the procurement tool used by your organisation, or CCS’s eSourcing tool. 
Once you have invited suppliers, you should make sure you allow time for them to respond to your further competition. Three weeks is generally considered to be the minimum timescale for a supplier to respond to an ITT. You should also indicate when and how they can ask for clarification questions. Remember that answers to these questions must be shared to all suppliers invited to tender. 
When using CCS agreements, you are not required to follow UK procurement policies regarding the publishing of contract opportunities. However, it is still good practice to do so. For more information on publication obligations depending on contract value, see the Public Contracts Regulations 2015 transparency requirements.
[bookmark: _3whwml4]Review proposals and evaluate suppliers
After the deadline for submissions has passed, you can begin to evaluate the supplier responses. To do this, you will have to score supplier responses against the assessment criteria you have defined and included on your ITT. 
CCS recommends that you use three people to evaluate the proposals. Make sure that you maintain a fully documented audit trail of the results and final award decision, which will be useful when providing feedback to the participating suppliers. 
Once you have selected your supplier, you need to communicate the outcome of your decision. See ‘Communicate outcomes’ for more information on how to do this.

E-auctions
You can run your competitive award procedure by using an e-auction procedure.  Please refer to Paragraph 7 Schedule 4 of the Building Materials and Equipment Framework Alliance Contract.
If you are interested in running an e-auction for your competitive award, please contact eauctions@crowncommercial.gov.uk.

6. [bookmark: _2bn6wsx]Option B: Direct award 
Once you have engaged with suppliers, defined your requirements, and designed your evaluation approach you can conduct a further competition or use a direct award. If you chose to use a direct award, see below more information on how to do this. 
[bookmark: _qsh70q]Select your supplier 
If your requirements can be met by the Supplier’s catalogues and all of the terms of the proposed Project Contract are laid down in the Framework Alliance Contract and do not require amendment or any supplementary terms and conditions then you may award a Project Contract in accordance with the Direct Award procedure set out below and in Paragraph 2 Schedule 4 Building Materials and Equipment Framework Alliance Contract.
Once you have established the above:
· develop a clear Project Brief
· apply the Direct Award criteria to the supplier catalogues and description of the deliverables as set out in in Framework Brief and Framework Prices for all Suppliers capable of meeting the requirements in the Project Brief in order to establish which Supplier Alliance Member provides the most economically advantageous solution; and
· on the basis set out above, award the Project Contract with the successful Supplier. For “one off” purchases simply print off the Materials Purchase Order short form and send this to the supplier with your purchase order and ACUA reference number

[bookmark: _3as4poj]Get approval  
Once you have decided which supplier you want to award the contract to, you should make sure you get approval to direct award in line with your organisation's governance process. 
To do this, we recommend that you prepare a short business case which outlines the reasons and justification for direct award. You should also ensure that your organisation understands the risk involved if you don’t give all suppliers on the agreement an opportunity to respond to your requirement. 
Once you have got approval to direct an award, you should share your requirements with the selected supplier. If they can meet the requirements, you are ready to award the contract and communicate your decision. 
7. [bookmark: _1pxezwc]Communicate outcomes 
When you have decided which supplier you will award your contract to, you need to communicate your decision. 
[bookmark: _49x2ik5]Notify your suppliers 
If you have conducted a further competition you need to notify the successful supplier and all participating suppliers of your decision. These notifications should include constructive, written feedback to all participating suppliers and include a full breakdown of their scoring. 
You can allow a standstill period of 10 calendar days to give unsuccessful suppliers an opportunity to consider the feedback on their bid, request information, or call for a review of the award decision. This is mainly recommended for high value contracts. 
Once the standstill period has passed, you can begin your contract with the winning supplier. 
If you have used a direct award, you will only have to notify the awarded supplier. 
[bookmark: _2p2csry]Publish your decision 
Once you have awarded the contract, you should follow the Public Contracts Regulations 2015 transparency requirements, and publish the award on Contracts Finder. According to these regulations, you are required to publish: 
the full company name of the winning contractor.
the date on which the contract was entered into (award date).
the total value of the contract in pounds sterling.
an indication of whether the contractor is an SME or a VCSE.
If you had already published the opportunity on Contracts Finder, you should update it to include the award decision. For sub-central contracting authorities, information must be published on Contracts Finder within 90 calendar days after the contract award date. For Central Government authorities, within 30 calendar days. Please note that the contract award date is the date on which the contract is signed by the last contracting party. 
Note that you can also choose to group contract award notices on a quarterly basis. This means you can send a single notice containing documentation that sets out the volumes you have procured under each framework/ DPS. This notice should be sent to Contracts Finder within 30 days (after) the end of each quarter.
8. [bookmark: _147n2zr]Complete your contract
When buying through CCS agreements, you have to put together and sign a Project Contract with the supplier. This specific agreement is a Framework Alliance Contract (FAC). A FAC is a multi-party overarching agreement between any number of members, providing a clear basis for: 
award of individual contracts format
award of individual contracts forming part of an agreed Framework programme.
common alliance objectives, success measures, targets, and incentives
a timetable for stages in the Framework programme and shared alliance activities
joint commitment of alliance members to work beyond the scope of individual project contracts in seeking to achieve improved value
A FAC features: 
an alliance manager to integrate the alliance, monitor performance and support joint activities
links to building information modelling and strategic asset management
a shared over-arching brief among all alliance members, with separate confidential agreement of each alliance member’s prices and proposals
provision to bring in Customers and other additional alliance members under a standard form joining agreement
a core group to review new proposals and agree on dispute resolution
a separate schedule for the legal requirements of any country and for special contract terms
[bookmark: _3o7alnk]Choose contract form 
FAC is designed for use with multiple underlying contract forms, including contracts from the following contract families. The following forms of contract are available at call off and one of these contracts must be used for your requirement:
NEC 4: The NEC4 Supply Contract (SC) is used for the local and international procurement and supply of high-value goods and associated services
JCT: JCT Minor Works Building Contract 2016 is designed for smaller, simpler construction and supply of high-value goods and associated services
TAC-1: Term Alliance Contract supports and integrates the provision of any type or scale of works and/or services and/or supplies
Materials Purchase Order Short Form 
Materials Supply/Supply and Install Conditions 
Equipment Hire Agreement 
CCS strongly recommends using the IPA / CCS Standard Boilerplate Amendments, which can be used to amend the standard forms of contract. They provide a consistent application of non-contentious government specific clause modifications. Specific amendment sets are produced for NEC4 and JCT. 
You can find out more about these and view the clauses under the documents tab of the Building Materials and Equipment Webpage.
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